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INSTANT CREDIT CARD MARKETING SYSTEM 

j! BACKGROUND OF THE INVENTION 

The present invention relates to credit card marketing systems, and more particularly, 
to methods and devices for facilitating easy and inexpensive issuance and activation of credit 
card accounts. 

| Credit cards are a powerful financial tool and provide consumers with considerable 

i 

convenience and flexibility. In 1996 alone, consumers charged more than one trillion dollars 
on their credit cards. For successful credit card issuers, the credit card business can be very 
j , profitable. When profit per cardholder is considered, it is clear why card issuers are so 



aggressive in their pursuit of new accounts. The average credit card account, for example, 



j ! had a balance of $1,828.00 in 1996 and earned the credit card issuer an estimated $329.00 

i: 
i j 

! j a year in interest, in addition to cash advance charges and other fees collected from the 

| j 

jj consumer. Card issuers generate additional revenue from merchants, in the nature of 
; | transaction fees of 2 to 4 percent for every purchase that is charged to a credit card. 

! i 

With the market for credit card accounts nearly saturated, competition among credit 
card companies has increased dramatically. Visa alone is estimated to have more than six 



thousand independent issuers. Accordingly, credit card issuers are constantly searching for 
new techniques and promotions to encourage new accounts. For example, as an added 
incentive to open or maintain an account, many credit card issuers offer reward programs that 
provide cardholders with discounts and free gifts. 
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Many credit card issuers attempt to attract new customers with various direct 
marketing promotions. Typically, credit card issuers identify potential customers by 
analyzing consumer credit histories to identify consumers who are good credit risks. Once 

j I customers are identified, an individual credit card issuer will often send many different mail 

j 

j solicitations to each targeted customer. During 1 996 alone, credit card companies mailed out 

j 

| more than two billion unsolicited offers for new credit cards to U.S. households, in addition 
to placing tens of millions of telephone calls, in an attempt to sell consumers on accepting 
their cards. 

While credit card issuers are somewhat successful in obtaining valuable new 
customers with such direct marketing approaches, it has been found that the vast majority of 
consumers ignore such promotions, in view of the number of promotions received and the 
failure of credit card issuers to differentiate their credit card products and various direct 
marketing promotions. In order to reach valuable new customers, many credit card issuers 
have turned to affinity partners to help identify credit-qualified new cardholders. Credit card 
issuers market to an affinity partner's customer base in an attempt to recruit new cardholders 
meeting the issuer's credit requirements. To motivate the customers to obtain and use an 
affinity card, the customer often receives special benefits from the affinity partner in return 
for the use of the card. Airline mileage affinity cards are a well known example of an affinity 
program, where money charged on the credit card earns frequent flyer miles in the rewards 
program of the affinity airline. 

In 1996, it cost a typical issuer between $60 and $75 to find a customer and open a 
new Visa or MasterCard account. Gold versions of these cards and high annual fee cards 
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such as those issued by American Express, typically cost issuers more than $100 in direct 
marketing expenses for each new account established. The issuer's competition for new 
customers, however, is not over once the account is opened. A significant portion of newly 
issued cards never get activated, especially since most Visa and MasterCard accounts carry 
no annual fee. Consumers simply save the cards in a drawer for emergencies or for some 
future use. In order to obtain any value from the new accounts, however, issuers must seek 
ways to activate new cards by getting the consumer to make at least one initial charge on 
their new card. 

Another disadvantage associated with conventional credit card issuing systems is the 
time delay between the initial filing of a credit application by a customer and the subsequent 
receipt of an actual credit card. It has been found that such time delays provide customers 
with an opportunity to reconsider their request, which has contributed to the failure of 
customers to activate newly issued credit cards, and further results in lost opportunities for 
credit transactions for the issuer, because the customer must charge transactions during the 
time delay period to another credit card or pay cash. The issuers of proprietary credit cards, 
such as retailers, have attempted to overcome this time delay problem by issuing a temporary 
credit card to a newly approved customer. With such systems, however, the proprietary 
credit card issuer cannot perform a complete evaluation of the customer's credit while the 
customer is waiting to complete a transaction and will only authorize a new account if the 
customer has an acceptable credit history with one or more general purpose credit cards. 
United States Patent Number 5,569,897 to Masuda, entitled "Credit Card System and 
Method of Issuing Credit Card Using Such a System" (hereinafter, the "Masuda System"), 
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discloses a credit issuing system that permits credit cards to be instantly issued to an 
approved customer from a supply of preprinted retail credit cards which are stocked in a 
retail store. The Masuda System, however, requires a credit check be performed while the 
customer is waiting to complete the transaction, a process which could take several minutes. 
This credit checking process described by Masuda requires an online system which may 
incur delays if credit history or information is incomplete or unavailable. 

The problems and costs associated with current methods for acquiring new credit card 
accounts are not limited to issuers. Even from the consumer's point of view, conventional 
card acquisition techniques are unsatisfactory. Many consumers are confused and 
discouraged by the repeated attempts by various card issuers to solicit the consumer's 
business through repetitive direct marketing efforts. In addition, consumers are often 
frustrated by the long delay between submitting an application to an issuer and receipt of the 
actual credit card. Furthermore, many consumers hesitate to apply for credit cards for fear 
of being embarrassed by rejection. 

As apparent from the above-described deficiencies with conventional systems for 
acquiring new credit card customers, a need exists for a system that will allow credit card 
issuers to instantly issue credit cards to credit-qualified new customers. A further need exists 
for a system that allows issuers to encourage instant activation of newly issued credit cards. 
Yet another need exists for a system which encourages consumers to utilize new credit cards 
by instantly issuing and activating a new credit card as part of a chargeable event. A further 
need exists for a credit card issuing system which allows affinity partners to receive credit 
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1 1 cards in anticipation of the arrival of a potential credit card customer, so that the credit card 

i I 

f ■ 

I can be physically handed over to the consumer and activated as part of a chargeable event. 

SUMMARY OF THE INVENTION 

To address these concerns and limitations, methods and apparatus for preauthorizing 
I J and issuing a line of credit consistent with one embodiment of this invention allow a 
sponsoring organization, such as an affinity partner, to pre-approve its customers, seek a line 
of credit on their behalf, offer the customer the line of credit at a time of personal contact 
with the sponsoring organization, and issue the customer a credit card with the pre-approved 
line of credit that is also activated for immediate use as part of a chargeable event. 

Specifically, a credit requesting system consistent with an embodiment of this 
invention comprises means for receiving a reservation for future services and creating a 
customer record including information about the reservation; means for transmitting the 

customer information to a credit provider with a request for a line of credit and receiving 

\\ 

I j from the credit provider an indication that the line of credit has been approved; and means 
for indicating the credit status of the customer. 

A method for requesting credit for a customer consistent with this invention includes 
receiving a reservation for future services from a customer; creating a first data record 
including information about the customer and the reservation; transmitting the customer 
information to a credit provider as part of the request for credit for the customer; receiving 

h 

; ! from the credit provider an indicator that credit has been approved or denied; and creating 
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a second data record indicating credit status for the customer. 



1 



A computer readable medium consistent with this invention includes a computer 
readable program code comprising means for causing a computer to receive a reservation for 
future services from a customer; means for causing a computer to create a first data record 
including information about the customer; means for causing a computer to transmit the 
customer information to a credit provider as part of a request for a credit for the customer; 
means for causing a computer to receive from the credit provider an indication whether the 
credit line for the customer has been approved; and means for causing a computer to create 
a second data record indicating a credit status for the customer. 

A method for requesting credit for a customer consistent with the present invention 
comprises the steps of receiving a reservation for future services from the customer; creating 
a first data record in a central facility including information about the customer and the 
reservation; transmitting the customer information to a credit provider as part of a request 
for a credit for the customer; receiving from the credit provider an indicator that the credit 
has been approved or denied; and creating a second data record indicating credit status for 
the customer. 

A method for establishing a credit line for a customer consistent with this invention 
includes identifying a potential customer who is expected at a remote location, evaluating 
the credit of the customer, providing a credit card to the remote location where the customer 
is expected, if a credit line is approved, and then initiating an offer of said credit card to the 
customer while the customer is at the remote location. 

A method for activating a credit line for a customer consistent with this invention 
includes providing a credit card to a remote location where a potential customer is expected, 



initiating an offer of the credit card to the customer while the customer is at the remote 
location, and activating the credit card with a purchase at the remote location. 

A method for requesting credit for a customer consistent with this invention includes 
identifying a customer who is expected to arrive at a particular location, requesting a line of 
credit for the customer from a credit provider, obtaining a credit card from the credit card 
provider if said line of credit was approved, and offering the credit card to the customer 
while the customer is at the location. 

A method for requesting credit for a customer consistent with this invention includes 
obtaining a credit card from a credit card provider for a customer who is expected to arrive 
at a particular location, offering the credit card to the customer while the customer is at the 
location and activating the credit card with a purchase at the location. 

Additional advantages of the invention will be set forth in part in the description that 
follows and in part will be obvious from the description or may be learned by practice of the 
invention. The advantages of the invention will be realized and attained by means of the 
elements and combinations particularly pointed out in the appended claims. Both the 
foregoing general description and the following detailed description are exemplary and 
explanatory only, and are not restrictive of the invention as claimed. 

BRIEF DESCRTPTTON OF THE DRAWINGS 

The accompanying drawings, which are incorporated in and constitute a part of the 
specification, illustrate presently preferred embodiments of the invention and, together with 
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the general description given above and the detailed description of the preferred 
embodiments given below, explain the principles of the invention. 

FIG. 1 A is a schematic block diagram illustrating a reservation and credit requesting 
system used by a sponsoring organization consistent with the present invention; 

FIG. IB is a schematic block diagram illustrating a credit evaluation and issuing 
system used by the issuing bank consistent with the present invention; 

FIG. 2 illustrates a reservation database for the system in FIG. 1 A; 

FIG. 3 illustrates a customer database for the system in FIG. 1 A; 

FIG. 4 illustrates a credit account database for use with the system in FIG. IB; 

FIGS. 5A-5C contain a flow chart describing an exemplary reservation and credit 
requesting process consistent with the present invention; 

FIGS. 6A and 6B contain a flow chart describing an exemplary credit evaluation and 
issuing process consistent with the present invention. 
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DETAILED DE SCRIPTION OF THE INVENTION 
A. Introduction 

Reference will now be made in detail to the preferred embodiments of the invention, 
examples of which are illustrated in the accompanying drawings. Wherever possible, the 
same reference numbers will be used throughout the drawings to refer to the same or like 
parts. 

The operation of the system will be described with respect to a casino-hotel as an 
affinity partner, but may apply to any merchant, organization or service provider able to 
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identify the anticipated arrival of potential customers, members or patrons and incent the 
activation of new accounts (collectively, the "sponsoring organizations"). Generally, the 
| sponsoring organization may be any organization with whom potential customers typically 
make advance reservations, such as a hotel, car rental company, airline, or any organization 
with whom members, patrons or customers typically register in advance for attendance at an 
event, such as a ticket holder for a professional sports event or a participant in a seminar or 
tournament presented by the sponsoring organization. In further embodiments of the 
invention, the sponsoring organization can include any merchant or service provider who can 
anticipate the arrival of a customer at a particular location, for example, (a) a customer who 
comes to a retail location on a periodic basis, (b) a customer who drops off goods with a 
merchant, such as a dry cleaner or a repair man, for later pick up, and (c) a customer who 
has scheduled a service, such as the installation of a telephone or cable service in the 
customer's home or office. Likewise, the credit provider is described as an issuing bank, but 
can be any qualified lending institution. In the preferred embodiment, the credit provider is 
a credit card issuer. 

In the illustrative casino-hotel embodiment, potential new accounts are identified 
through the routine hotel reservation process. When a customer makes a reservation at a 
hotel, the hotel requests a credit card on the customer's behalf. If the issuing bank approves 
a credit line, a plastic credit card is shipped to the hotel, and the hotel offers the card to the 
customer upon check-in, or at any time during the customer's stay at the hotel At check-in, 
the customer is incented to apply for and accept the pre-approved card by choosing from a 
menu of special benefits available upon immediate use of the card, such as an immediate 
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| room upgrade, free food and/or beverages, and incentives for use at the gaming tables and 

i slot machines. 

| 

i 

| The amount of credit to offer the customer may be determined any one of a number 

| of ways. The sponsoring organization, for example, may simply request that the issuing bank 

| provide a credit card. The sponsoring organization, however, may also make a determination 

i 

as to what level of credit the customer should be offered and suggest a level of credit to the 
issuing bank. In one embodiment of the present invention, the sponsoring organization also 
may choose to guarantee an amount of credit over that offered by the issuing bank. 
B. System Components 

FIGS. 1 A and IB illustrate the components of a system consistent with the present 
invention. Generally, the system includes a reservation and credit requesting system 
("RCRS") 100 [FIG. 1A], operated by the sponsoring organization, or another affinity 

1 1 partner. For the purposes of illustration, a casino-hotel embodiment is described in which 

I f 

I I the functions of RCRS 100 are incorporated into the reservation system of the hotel. The 
system also includes a credit evaluation and issuing system ("CEIS") 190 [FIG. IB], operated 
by a credit issuing bank. 

As shown in FIG. 1A, the RCRS system includes a communications port 120 
connected to an interactive voice response unit ("IVRU") 130, a communications port 145 
for coupling to CEIS 190, a data storage device 160, and a processor 140. These elements 
are connected appropriately, for example, by a standard system bus, to allow communications 
between them. Customers can communicate with RCRS 100 via a telephone 110. 
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Customers may also make reservations by any suitable mechanism, such as electronic mail 
or facsimile. 

Data is entered into and retrieved from RCRS system processor 140 through IVRU 
130, and/or using one or more workstations 150. Each workstation 150 can be a personal 
computer (PC) or other hardware that includes a visual display device and data entry device 
such as a keyboard or mouse, 

FIG. IB is a block diagram of the components of CEIS 190. CEIS 190 includes a 
processor 170, a communication port 175, and a data storage device 180. These elements 
are connected appropriately by a standard system bus to allow communications between 
them. 

Communication ports 120, 145 and 175 are typically modems. IVRU 130 is 
preferably a conventional system such as those manufactured by Northern Telecom. 
Processors 140 and 170 are preferably conventional computers or network servers with 
sufficient memory and processing capability to perform the disclosed functionality. Data 
storage devices 160 and 180 may include hard disk, magnetic, or optical storage units, as 
well as CD-ROM drives or flash memories. Both devices contain databases used in 
processing transactions consistent with the present invention. Data storage device 160 
includes reservation database 200 and customer database 300. Data storage device 180 
contains credit account database 400. 

Samples of the contents of databases 200, 300 and 400 are shown in FIGS. 2-4. The 
specific data and fields illustrated in these figures represent only one possible embodiment 
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of the records stored in the databases of the invention. The data and fields of these databases, 
as well as the number of databases, can be readily modified from the described embodiment. 

FIG. 2 provides a structural diagram of an exemplary reservation database 200. 
Reservation database 200 maintains information on the customer's reservation for future 
service, and includes fields for a confirmation number, customer name, credit information 
(including currently held credit cards), dates of arrival and departure, and a card status 
indicating whether the customer has been pre-approved for a credit card. It is noted that in 
alternate embodiments, where the sponsoring organization is an organization with whom 
members, patrons or customers typically register in advance for attendance at an event, or 
a merchant or service provider who can anticipate the arrival of a customer at a particular 
location, the reservation database 200 may be embodied more geiierically as an attendee 
database (not shown) or roster and include fields for confirmation number, customer name, 
credit information, expected dates of attendance or arrival, and a field indicating whether the 
customer has been pre-approved for a credit card. 

FIG. 3 illustrates an example of customer database 300. Customer database 300 
stores information on previous transactions between the sponsoring organization and the 
customer. Customer database 300 may include fields for customer name, customer address, 
previous transactions between the customer and the sponsoring organization, whether the 
customer previously accepted a credit card, the type of incentive selected and previous 
incentives awarded for any previously issued credit card. 

FIG. 4 shows an example of a credit account database 400. Credit account database 
400 stores information related to the credit line offered by the issuing bank to the customer. 
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[ Credit account database 400 may include fields for credit account number, customer name, 

< i 

| customer address, name of the sponsoring organization which requested the card on behalf 
of the customer, the total authorized credit line, the amount of the credit line guaranteed by 
the sponsoring organization, and whether the line of credit has been accepted by the customer 
and the account activated. 
C. Process 

FIGS. 5A-5C include a flow chart for a reservation and credit requesting process 
executed by a sponsoring organization consistent with this invention. First, a sponsoring 
organization identifies a customer who is expected to arrive at a particular location. [Step 
505] In the illustrative casino-hotel embodiment, the hotel identifies an expected customer 
by receiving a reservation from him. The customer may make the reservation either by 
communicating directly with IVRU 130, or through a live reservation agent. The customer 
provides the reservation agent or RCRS 100 with certain information as part of the 
reservation process, including his name, home address and, optionally, a credit card number. 

The customer data is entered into processor 140 of RCRS 100 by an agent using 
workstation 150, or through IVRU 130. RCRS 100 then creates a customer record in 
reservation database 200. [Step 510] The customer record data entered into reservation 
database 200 may include such information as customer name, address, credit information, 
dates of arrival and departure, and a confirmation number. Upon creating the customer 
record, the agent provides the confirmation number to the customer. [Step 515]. 

At this point, RCRS 100 may use the customer-supplied information to search 
customer database 300 and determine, for example, whether the customer previously has 
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patronized the sponsoring organization or currently possesses a credit account. The 
sponsoring organization evaluates any available information on the customer [Step 520] and 
may use this information in deciding whether to initiate the process of obtaining credit for 
the customer. [Step 525] For example, a casino-hotel may examine payment history for 
gambling markers, with customers having made timely payments selected for an offer of new 
credit. Additionally, the casino-hotel may use customer information to make a determination 
as to what level of credit the customer should be offered. Casino "high rollers," for example, 
might warrant a request for a higher level of credit. If the casino-hotel decides not to initiate 
the credit card application process, the process terminates. [Step 530] 

Having decided to initiate a credit card application on the customer's behalf, RCRS 
100 at the casino-hotel sends a request for a credit card, along with certain information about 
the customer, to CEIS 190 of the issuing bank. [Step 535] The customer information passed 
to CEIS 190 may include, for example, the customer's name, address, and credit card 
information. The sponsoring organization may also pass along other information about the 
customer, such as a credit assessment based on customer's transaction history with the 
sponsoring organization or a suggested level of credit, if one was determined in Step 520. 
CEIS 190 may use the information to evaluate the customer in a manner similar to the 
process described below. If RCRS 100 does not receive an acknowledgment [Step 540] with 
an authorized credit line from CEIS 190, or if CEIS 190 denies all credit for the customer, 
the process is terminated. [Step 545] If RCRS 100 receives a response from CEIS 190 with 
an authorized credit line, the sponsoring organization then waits for receipt of the inactive 
credit card. 
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Referring now to FIG. 5B, in an alternative embodiment the sponsoring organization 
may decide that it wants to offer the customer credit in addition to that offered by the bank. 
[Step 550] If so, the sponsoring organization determines how much additional credit it 
should offer in Step 552. If the customer information transmitted to CEIS 190 in Step 535 
included a requested credit line, for example, RCRS 100 of the sponsoring organization may 
use this information to determine whether the credit line authorized by the issuing bank is 
equal to the requested credit line. If CEIS 190 authorized an amount of credit less than that 
requested by RCRS 100, the sponsoring organization may decide that it wants to guarantee 
the difference. If the sponsoring organization decides to guarantee any amount of additional 
credit, RCRS 100 transmits a guarantee of the additional credit to CEIS 190. [Step 554] 

The sponsoring organization may instead decide to segregate the lines of credit, that 
is, offer a general line of credit to be used by the customer at facilities other than those 
operated by the sponsoring organization and a separate line of credit which may only be 
utilized at the sponsoring organization. In this case, the sponsoring organization may decide 
to limit its guarantee of a portion of the extended credit to purchases made on the sponsoring 
organization specific credit line. Additionally, the sponsoring organization may arrange 
with the issuing bank to earn a higher commission on interest payments made by the 
customer for balances carried on the sponsoring organization specific credit line, or balances 
carried on the portion of the general credit line guaranteed by the sponsoring organization. 

If the sponsoring organization decides not to guarantee additional credit, or no 
additional guarantee is necessary because the issuing bank authorized the entire amount of 
the requested credit, the sponsoring organization receives inactive credit cards from the 
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! issuing bank for each approved customer. [Step 560] Upon receipt of the inactive credit 
cards, an agent of the sponsoring organization modifies the customer's reservation record in 
reservation database 200 of RCRS 100 to indicate to employees to offer the credit card to 
the customer upon arrival, or otherwise while the customer is present at the facilities of the 
sponsoring organization. [Step 565] In a preferred embodiment, the credit card offer is 
made to the customer as part of a chargeable event, in order to facilitate activation of the 
credit card. 

The credit card is held for the arrival of the customer by the sponsoring organization. 
Although problem of theft is minimal because the credit account is inactive until the 
customer applies for the card and the card is activated, the inactive credit cards preferably 
should be stored in a secure area. When the customer arrives at the sponsoring organization, 
such as checking into the hotel, an employee will see a notification in the customer's 
computerized reservation record that a credit card is available and offer the credit card (and 
accompanying line of credit) to the customer. [Step 570] The reservation software may be 
programmed so as to prompt the employee to offer the customer the credit card. 

With reference to FIG. 5C, if the consumer declines the offer of credit [Step 575], the 
process ends and the inactive plastic credit card is destroyed. [Step 580] If the customer 
accepts the credit card offer, the employee retrieves the prepared plastic card from the secure 
storage location. The employee indicates the customer's acceptance of the new card by 
modifying the card acceptance field of customer database 300. [Step 585] The customer 
may be asked to sign a credit card application prior to receiving the card. The card activation 
code is then transmitted to CEIS 190. [Step 587] Additionally, customers may be given 
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jl the option to specify the incentives of the reward program that they prefer. [Step 590] In the 

I ! 

i : 

1 1 illustrative casino-hotel embodiment, the customer may want to earn free money for slot 

j) 

j j machine play, free hotel shows or meals, or free room nights at the hotel. The customer's 

! i 

I j selections may then be entered into customer database 300 and stored in data storage device 

ii 

1 60. The incentive may require the customer to immediately use and hence activate the card, 
and/or the customer may be encouraged to use the new credit card to pay for the current visit 

| to the hotel, thereby creating an immediate charge to the account, another feature and 

j 

j advantage of the present invention. 

i 

FIGS. 6A and 6B illustrate the process of CEIS 190 of the issuing bank receiving the 
customer information and responding to the request for credit. To begin the process, CEIS 
190 receives the customer information and request for credit from RCRS 100. [Step 605] 
| CEIS 190 may use the customer and credit information provided by RCRS 100 and other 
credit verifying procedures to evaluate the customer's creditworthiness to decide whether to 
offer a credit card to the customer. [Step 610] CEIS 190 also may search credit account 
database 400 in data storage device 180 for records of previous transactions with the 
customer. CEIS 190 also may contact other credit reporting agencies or institutions, such as 
TRW or Equifax, for additional information. 
| j Based on this evaluation, CEIS 1 90 decides on the amount of credit that the issuing 

;j bank is willing to offer the customer [Step 615], and transmits a notification of the 
;j authorized credit line to RCRS 100 of the sponsoring organization. [Step 620] If the 
sponsoring organization and issuing bank do not participate in the optional shared risk 
arrangement described above, the issuing bank proceeds with creating an inactive credit 
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account. [Step 640] In an alternate embodiment, the issuing bank may participate in a 
shared risk arrangement and may offer the sponsoring organization an opportunity to 
guarantee an additional amount over that offered by the issuing bank. [Step 634] If the 
sponsoring organization decides to secure an additional amount of credit that it would like 
the customer to have, the sponsoring organization gives the issuing bank a guarantee of 
coverage for losses over the credit amount offered by the issuing bank. [Step 634] CEIS 1 90 
then increases the authorized credit line by the amount of the guarantee [Step 636] and 
records the amount of credit guaranteed by the sponsoring organization in credit account 
database 400. 

In both instances, CEIS 190 creates an inactive customer account in credit account 
database 400 with an authorization of credit [Step 640], issues an inactive credit card, and 
sends the credit card to the sponsoring organization. [Step 645] In this case, the credit card 
may serve as an indicator to the sponsoring organization that the issuing bank has agreed to 
provide credit to the customer. If the customer accepts the line of credit, CEIS. 190 receives 
an indicator from RCRS 100 to activate the account. [Step 650] CEIS 190 activates the 
previously created account [Step 655] and indicates that the account is activated in credit 
account database 400. If the activation code is not received, the account in credit account 
database 400 remains inactive. [Step 652] 
D. Conclusion 

It will be apparent to those skilled in the art that various modifications and variations 
can be made in the system and processes of the present invention without departing from the 
spirit or scope of the invention. In addition to the illustrative casino-hotel embodiment 
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discussed herein, the sponsoring organization may be, for example, any organization with 
whom members, patrons or customers typically register in advance for attendance at an 
event, or any merchant or service provider who can anticipate the arrival of a customer at a 
particular location. 

The present invention covers the modifications and variations of this invention 
provided they come within the scope of the appended claims and their equivalents. In this 
context, equivalents means each and every implementation for carrying out the functions 
recited in the claims, even those not explicitly described herein. 
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